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Kong Size Power in NYC! 

High atop the asphalt jungle , this CHP Monster rules the roof 
of an office building in downtown New York City. It's highly 
efficient 1.6 megawatt custom engineered cogeneration 
system packaged by Enercon provides peak shaving electric 
power. The unit's exhaust and water jacket heat generate hot 
water for the winter perimeter heating and its absorption 
chiller provides cooling for summer air conditioning. 

Two 820 kw customer provided engine-generator units • Weather proof • Sound attenuated 
Give us a call and let us provide a custom designed solution for your next king sized project! 

E NERC&N 

ENGINEERING, INC. 

COMPLETE SYSTEM SOLUTIONS IN 

CUSTOM SWITCHGEAR • CONTROL SYSTEMS • PACKAGING • POWER GENERATION PRODUCTS • CO-GENERATION 

NO. I ALTORFER LANE, E. PEORIA, IL 6161 I • E-MAIL: SALES@ENERCON-ENG.COM 

® VISIT OUR ALL NEW WEBSITE AT: WWW.ENERCON-ENG.COM 

1.800.2 1 8.883 1 
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Russelectric custom engineers 
every power control system 
to specific customer requirements 
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"When we upgraded our Russelectric 
system , we wanted SCADA to monitor 
and control our old gear as well as the 
new. A canned package would have 
meant kluging something together. 

Russelectric custom SCADA 
integrates our entire system. . . 
not just the new equipment ." 


At Russelectric, special requirements or unusual 
designs are not interruptions of our business... 

they are our business. 

Russelectric specializes in using proven technologies 
and components in innovative ways to satisfy even 
the most exotic customer requirements. Well never 
compromise on quality, safety, or performance. And, 
above all, well never ask our customers to settle 
for less than exactly what they want. 

Independently owned and operated, Russelectric 
has only one goal. . . to take care of our customers. 


1 - 800 - 225-5250 

www.russelectric.com 
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Events Calendar 


Conferences 

^ EGSA 2008 Fall Technical & Marketing Conference 

September 7-9, 2008; Atlanta, GA 

Speakers will cover business and technical aspects of On-Site 
Power Generation and current industry trends. For information, 
visit www.EGSA.org or call (561) 750-5575. 

HEGSA 2009 Annual Spring Convention 

March 15-17, 2009; San Antonio, TX 

The Association’s Annual Convention of Members. Speakers 
will cover business and technical aspects of On-Site Power 
Generation and current industry trends. For additional infor- 
mation, visit www.EGSA.org or call (561) 750-5575. 

HEGSA 2009 Fall Technical & Marketing Conference 

September 13-15, 2009; Colorado Springs, CO 
Speakers will cover business and technical aspects of On-Site 
Power Generation and current industry trends. For information, 
visit www.EGSA.org or call (561) 750-5575. 


Schools 

IjlEGSA On-Site Power Generation Basic Schools 

Milwaukee, WI June 24-26, 2008 

Orlando, FL Dec. 3-5, 2008* 

*To be held concurrently with POWER-GEN International 

Hegsa On-Site Power Generation Advanced Schools 

Austin, TX Oct. 20-23, 2008 

The most complete overview of an On-Site Electric Power Gen- 
eration System available anywhere today. Now offering Continu- 
ing Education Units (CEUs)! For information, visit www.EGSA. 
org or call (561) 750-5575. 

Industry Trade Shows 

POWER-GEN International 2008 

December 2-4, 2008; Orlando, FL 

The world’s biggest show for power generation, featuring the 
EGSA On-Site Power Pavilion. For exhibit information, contact 
EGSA at (561) 750-5575, ext. 205 or e-mail Jalane Kellough at 
J. Kellough@EGSA. org. 


Look for more industry events in our up-to-date calendar on the web at www.EGSA.org. 
EGSA Members: To list your meetings here, fax your information to (561) 395-8557. 
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(EGSA), and includes advertising, press releases, editorials, and other materials and information submitted 
by third parties, and gathered by EGSA, its publisher, and its agents, and from contributors. This information 
is passed along by EGSA for the interest of its members only With regard to products, services, and infor- 
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Readers’ activities are at their own risk. 

With regard to editorials, letters to the editor, columns, and any other opinions expressed herein, EGSA, 
its publisher, and its agents, do not ratify, adopt, endorse, or verify such opinions, and hereby state that any 
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on the information contained herein. 

EGSA, its publisher, and its agents, make no representations, warranties, or endorsements of any kind of 
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From the Top 


Is it Time to Take the Lead? 



Warner Bauer 
2008 EGSA President 


H ave you been to the gasoline pump lately? If 
you’re wincing right now, the answer is prob- 
ably yes. You’re not the only one who’s hurting 
right now with the high price of fuel. Our nation’s 
trucking industry is feeling the pinch, too. 

Last month, independent truckers from across 
the country voiced their concern about the sky- 
rocketing cost of diesel fuel. The Philadelphia 
Inquirer reported that truckers staged a slowdown 
on the nation’s highways, “pulling their rigs off the 
roads and holding demonstrations at rest stops to 
protest surging diesel-fuel prices.” 

Their action, said the Inquirer, “was intended 
to pressure the Bush administration into releas- 
ing fuel from the Strategic Petroleum Reserve to 
help lower prices, establishing a national diesel 
standard, and allow exploration of off-limit areas 
rich in oil.” 

According to National Public Radio, diesel fuel 
is currently selling for an average of $4 per gallon 
nationwide — about 20 percent more than the cost 
of a gallon of gasoline. It’s the kind of sticker shock 
that makes you long for “the good old days” when 
you could pile the kids into the station wagon and 
drive cross country for 59 cents a gallon. 

I respect what the truckers have to say, but 
I must admit that I just don’t see prices coming 
down — ever. Oil is a limited resource, and — let’s 
face it — they’re not making any more of it. The 


law of supply and demand dictates that as long 
as supply falls, demand (and price) will rise. It’s 
a fixed scenario and one that is bound to become 
more frustrating for many people who depend 
on petroleum products. Large trucking firms can 
pass the costs on to their customers and spread 
out the impact. But when the customer himself is 
purchasing the fuel, it becomes an alarming and 
frustrating matter. 

Your customers are probably becoming frus- 
trated, too. How many projects are missing pay- 
back goals because of rising diesel fuel prices? 
How much manufacturer stock is sitting in the 
warehouse because it’s becoming too expensive to 
operate? Will the rising cost of operating a diesel 
fuel gen-set have a negative impact on gen-set 
prices and sales? 

We’ve been discussing alternative fuels for de- 
cades, and yet many of us still think of diesel as 
our first choice among fuels. Perhaps it’s time that 
the On-Site Power Industry took the lead in de- 
veloping new, sustainable energy solutions. Think 
of the new markets EGSA members could open 
up by developing new equipment and retrofitting 
existing installations. Making the transition away 
from diesel will require customer time and money. 
On-Site Power firms who can offer cost-effective, 
alternative fuel solutions will undoubtedly go the 
distance and succeed. ■ 
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George Rowley 
EGSA Director 
of Education 


Education 


Reference Book Call for Authors 


B y the time you read this, we will have broad- 
cast a Call for Authors for the next edition of 
the EGSA Reference Book. If you did not receive 
the Call for Authors message and are interested 
in authoring or co-authoring (or reviewing) a 
chapter, please contact George Rowley. And very 
importantly, if you know of someone who has the 
knowledge and expertise to write about a topic in 
an authoritative manner, please let us know who 
that person is and about their area of expertise. 

Complete realization of the Reference Book 
Editorial Committee’s plan for the publication is 
contingent upon identifying and recruiting quali- 
fied authors to write the chapters. We will depend 
on you to help us identify those authors who pos- 
sess the expertise and experience to make the new 
edition exceptional. 

Technician Certification 
Marketing Plan to Target End-Users 

Marketing the Certification Program has been 
a subject of discussion by the Certification Com- 
mittee since before the program was launched. 
A consistent thread throughout these discussions 
has been the need to make end-users aware of the 
program and the value of using EGSA-certihed 
technicians. Importantly, at its recent meeting the 
committee decided that we will begin to develop 
a marketing plan aimed at end-users. Although a 
timetable has not been established, you will begin 
to see a shift in marketing focus in the not-too- 
distant future. 

Question #1 - What if an end-user asks you to 
provide a Certified Tech to service his equipment 
and none of your techs are Certified? 

The Answer - should be obvious: get them 
Certified! 

Question #2 - What do techs in Canada and 
Trinidad know that techs in Alabama, Arkansas, 
Delaware, the District of Columbia, Hawaii, Kan- 
sas, Maine, Mississippi, Montana, Nebraska, New 
Hampshire, New Mexico, North Dakota, Oregon, 
Rhode Island, South Dakota, Vermont, and Wyo- 
ming don’t know? 

Answer - The value of the EGSA Techni- 
cian Certification Program. There are six Certified 
Technicians in Canada and four in Trinidad, but 
there are no Certified Technicians in the states 
listed above. 


The Demographics: 

Georgia is the Leader! 

Here are how many Certified Techs there are in 
each of the States: 

• 17: Georgia; 

• 14: Ohio; 

• 13: California; 

• 12: Virginia; 

• 11: North Carolina; 

• 10: Arizona; 

• Seven: Michigan and Texas; 

• Five: Massachusetts, New Jersey, and Penn- 
sylvania; 

• Four: New York; 

• Three: Maryland and South Carolina; 

• Two: Alaska, Colorado, Connecticut, Florida, 
Idaho, Indiana, Missouri, Tennessee, Wiscon- 
sin, and West Virginia; 

• One: Iowa, Illinois, Kentucky, Louisiana, 
Minnesota, Nevada, Oklahoma, Utah, and 
Washington. 

Information and Data Update 

As of the end of March, there are 165 certified 
technicians. Interest in and utilization of the pro- 
gram is increasing and we are looking forward to 
a very good year. Test Sales - 29 tests were sold 
in March, an all time high. The total sold in the 
first 3 months of this year (57) is more than half 
of the number sold for 12 months last year (103). 
Testing - tests taken in 3 months this year (41) is 
about half the total for 12 months last year (80). 
Logo Items - Sales of logo items is robust. We 
sold a total of 187 logo items YTD compared with 
229 for the entire year last year. Test Prepara- 
tion Materials - Although sales of Study Guides 
and bundled Study Guide/Reference Books have 
slowed a bit, we cannot discount the fact that sales 
of these items have been very strong in the recent 
past. A total of 498 test prep items have been sold 
since they became available. 498 sold minus 165 
certified techs = 333 people that are preparing to 
take the test. 

Questions or comments about EGSA Education 
programs should be directed to George Rowley, 
EGSA Director of Education ( G.Rowley@EGSA.org 
or 561/237-5557). ■ 
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Stand out from the Competition with the E6SA 
Certified Electrical Generator Systems Technician Logo 

You can now wear this patch! It is used only by EGSA Certified Technicians. 

It sends a clear message that you and your employer are special. It shows 
you have proven your skill and knowledge by passing a rigorous test and 
that your employer is committed to excellence and high standards. 

If you've earned the title "EGSA Certified Electrical Generator Systems Tech- 
nician" — use this logo with pride! 



EGSA Member 
Item # (Specify) 

Non-Member 
Item # (Specify) 

Quantity 

Logo Item Description 

EGSA Member 

Price 

Non-Member 

Price 

Item Total 

□ FSU 093 

□ FSU 094 


Logo Uniform Patch — These highly detailed uniform patches 
contain over 1 5,000 stitches to highlight our copyrighted line 
drawing genset logo and proclaims, in gold lettering, that the 
wearer is an “EGSA Certified Electrical Generator Systems 
Technician.” 

□ $3.50 

□ $6.50 


□ FSU 120 

□ FSU 121 


Baseball Cap — These distinctive EGSA blue caps with white 
brim stripe, button, and vents feature the EGSA Certified 
Electrical Generator Systems Technician logo in front.These 
one-size-fits all caps are made of durable high-quality cotton 
and feature a flex-strap to adjust the size. 

□ $21.25 

□ $26.25 


□ FSU 122 

□ FSU 123 


Self-Adhesive Decal (4”x6”) — These heavy-duty adhesive- 
backed vinyl decals are made to hold up to exposure to the 
elements. To help resist fading and weathering, the images are 
printed with UV-resistant ink and we have applied an extra 
coating to further protect the image from fading and abrasion. 

□ $10.75 

□ $15.75 


□ FSU 124 

□ FSU 125 


Self-Adhesive Decal (8”xl0”) 

□ $21 

□ $25 



Only EGSA Certified Technicians are authorized to use Certified Technician 
Logo Items. Please enter the technician’s certificate number so that we 

can process the order 


EGSA Certification Number 


Electrical Generator Systems 
Technician Certification 
Logo Items Order Form 


6% sales tax applies to sales of logo items 
to Michigan Residents ONLY. If your 
Michigan company is tax exempt, please 
fax a copy of your tax exempt status or 
include a copy with this order form when 
ordering by mail. 


Sub Total 

Ml Residents Add 
6% Sales Tax 
(See Note) 

TOTAL DUE 


Payment 


Shipping 

IMPORTANT! FULL PAYMENT MUST ACCOMPANYTHIS FORM. 

Faxed forms must include credit card numbers or they can not be processed. 


Please note: shipping to a physical street address will avoid delays. Shipping costs 
are included in U.S.A. deliveries. Shipping outside the U.S.A. is additional. If your 

□ Check (mode payable to Ferris State in U.S. funds) 

□ Purchase Order Number 


shipment is outside the U.S.A, contact Ferris State to determine the actual 
charges. 

This address is a □ Residence □ Business □ Both 

□ American Express □ VISA □ MasterCard □ Discover 


Ship to (Name): 

Credit Card # 


Company: 

Cardholder: 


Address 1: 

Exp. Date: Security Code/CW2 Number*: 


Address 2: 

*VISA/MC:the CVV2 is the last 3 digits of the number printed on the back of the card; 
AMEX: the CVV2 is the 4-digit number above the card number on the front of card. 


City: 

Credit Card Billing Address: 


State: Zip: 



Phone: 



FAX: 



Signature: 


Email: 



Mail or Fax this completed form with payment to 


Ferris State University 

EGSA Certification Program 
1 020 Maple Street-Suite 1 1 7 • Big Rapids, Ml 49307 
Toll Free 866-880-7674 • Fax 231 -591 -5821 • Direct Line 231 -591 -5822 






Codes & Standards 



Herb Whittall 


EGSA Technical Advisor 


EGSA to Write New Standard 


T he recent Codes and Standards Commit- 
tee meeting (held during the EGSA Annual 
Spring Convention in Albuquerque) gave mem- 
bers the opportunity discuss NFPA 70, 99, 110 
and 111 as well as a number of other items. 
Discussion highlights and updates included the 
following: 

The 2008 edition of NFPA 70 ( The National 
Electric Code ) has just been published. 

• NFPA 99 ( Healthcare Facilities ), 110 and 111 
( Emergency Power Systems ) had their Report 
on Proposals in February and will have the 
Report on Comments meeting in late Sep- 
tember in Chicago. 

• The IEEE White Book ( Health Care Facilities ) 

was completed and published in December, 
2007. 

• Herb Daugherty has been accepted on ANSI 

TC 8 ( System Aspects of Electrical Energy Sup- 
ply) but there has been little activity. 

• UF 1008A ( Medium Voltage Transfer Switches) 
has not been made an official UF Standard, 
but UF is listing switches to UF 1008A. 

• UF 231 ( Power Outlets), UF 1012 ED.7 
( Power Units other than Class II) and UF 1778 
( Uninterruptible Power Systems) are under mi- 
nor review. 

Most of the committee meeting was spent 
reviewing a proposed new EGSA Standard. This 
new standard is intended to address the lack of a 
comprehensive standard covering how test equip- 
ment meets the seismic and wind requirements of 
the International Building Code. A very complete 
standard was written and the committee appoint- 
ed a sub-committee to address three topics: 

• Sound Attenuation Products for Cooling and 
Combustion Air Handling Equipment; 

• Vibration and Seismic Control devices; and 
• Radiator Mounted Foad Banks. 

The sub-committee has been charged to de- 
liver these sections to the full committee by July 
1, 2008. The entire Standard should be ready 
for Committee and Board approval in time for 
the EGSA Fall Conference in Atlanta. If anyone 
is interested in obtaining a copy of this standard, 
please email Mike Witkowski at mwitkowski@pritc 
hardbrown.com and he will email you the six-page 
document. 

UF 2201, Standard for Portable Generator Sets 

had a meeting of the STP in February in Chi- 


cago. The main topic of discussion was Ground 
Fault Circuit Interruptors (GFCIs). This topic will 
require a lot of work to arrive at a consensus be- 
cause UF is trying to write one standard to cover 
two different applications: 

• The builder using a portable generator set to 
power a building site during construction; a 
GFCI is needed to ensure the unit will trip 
if any of the cords powering power tools be- 
come cut or damaged and cause a short. 

• The homeowner using a gen-set to connect 
to his home in case of a utility power failure; 
the needed GFCI will trip unless three-pole 
transfer switches are used (usually two-pole 
transfer switches are used) because of the 
GFCIs already installed in the home. 

The problem of course is that the manufacturer 
and the wholesaler/retailer of the portable gen-set 
do not know who will be buying and using it. If 
there were some way to know ahead of time how 
the gen-set was going to be operated, then GFCIs 
could be installed — or not — as the application 
required. 

The April, 2008 edition of NFPA News has a 
TIA with a new table A 5.6 Pipe , Tube , Fittings and 
Joints for Natural Gas and Liquefied Petroleum Fuel 
Applications to replace the table approved for the 
2009 edition of NFPA 54 National Fuel Gas Code. 
Apparently the approved table to be published 
omitted some acceptable materials. Also the same 
edition of NFPA News lists 19 errata for NFPA 
30-2008 Flammable and Combustible Liquids Code. 
These errata can be found on www.nfpa.org/codcl- 
ist. 

UF 67 Ed. 11 - Standard for Panel Boards and a 
Proposed TIA for NFPA70-2008Nat/ona/ Electric 
Code Section 645-17 Power Distribution Units are 

looking to change the limitation of 42 overcurrent 
devices on a lighting and appliance branch-circuit 
board. This limit of 42 devices was removed from 
section 408.36 Overcurrent Protection of the 2008 
edition of the National Electric Code. 

ISO/FDIS 8178-2 Ed 2 Reciprocating internal 
combustion engines - Exhaust emissions measure- 
ment - Part 2 Measurement of gaseous and par- 
ticulate exhaust emissions under field conditions was 
approved by 11-0. There were actually 13 eligible 
voters: Austria, Belgium, China, France, Germa- 
ny, India, Italy, Japan, Korea, Russian Federation, 
Switzerland, United Kingdom and the U.S. ■ 
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EGSA News 


EGSA Members Recognized for Service to the Industry 


S everal members of the Electrical Gener- 
ating Systems Association (EGSA) were 
singled out at the recent EGSA Annual 
Spring Convention in Albuquerque, NM 
and recognized for outstanding contri- 
butions to EGSA and the entire On-Site 
Power industry. 

2008 EGSA President Warner Bauer 
presented Ron Hartzel of Eaton Corpora- 
tion with the William Timmler Award. 
The William Timmler Award is given an- 
nually to an individual EGSA member for 
outstanding work in chairing an EGSA 
committee. 

Hartzel has been involved in EGSA for 
many years and among his contributions 
to EGSA has been his outstanding service 
to the Codes and Standards Surveillance 
Committee and his leadership of the Elec- 
tronic Media Committee. “Thanks to his 
eye for detail and his commitment to the 



Instructors recognized for service included: Jim Wright, Marathon Electric; Tim Hinde, 
Woodward Industrial Controls; Dennis Roundtree, Onsite Power Inc.; Terry Gaines, Basler 
Electric; and Steve Lawrence, Woodward Governor Controls. 
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Toll-Free (USiCnd}; 600403-3721 Fait: 717-932-9925 
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GENCON II pro... The World 
Leader In Generator-Set Control 
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EGSA News 


task at hand,” said Bauer, “EGSA can boast 
that its recently re-launched web site is one 
of the most authoritative, informative and 
useful sites on the Internet today.” Hartzel 
has served on the EGSA Board of Directors 
and is currently EGSA’s Vice President. 

Mr. Bauer also recognized Dale Slemp 
of Western Power Group, Inc. with the 
Leroy H. Carpenter Award. The Leroy H. 
Carpenter award is given to an individual 
EGSA member for long and outstanding 
service to the Association. Mr. Slemp has 
been involved in EGSA for over 30 years. 
He received The William Timmler award 
in 1986 for his service as Membership 
Chairman. He served on the EGSA Board of 
Directors in the 1980s, again in the 1990s 
and most recently when he was elected to 
the Executive Committee in 2003. Finally, 
he served as EGSA President in 2006. 

Mr. Bauer went on to recognize a select 
group of On-Site Power School Instructors 
whose hard work and commitment over the 
years have helped educate EGSA members 


and the On-Site Power industry. Recently, 
the EGSA Board of Directors established 
an Instructor Appreciation Program for the 
purpose of recognizing the contributions 
of instructors — and their employers — who 
have devoted significant time and effort 
to the school, and who have taught in the 
school for at least Eve years. Five instruc- 
tors were recognized for their contribution 
as an EGSA school instructor for at least 5 
years. They were: 

• James Wright of Marathon Electric, 25 
years; 

• Tim Hinde, Woodward Industrial 
Controls, 10 years; 

• Dennis Roundtree, Onsite Power Inc., 
10 years; 

• Terry Gaines, Basler Electric, 5 years; 

• Steve Lawrence, Woodward Governor 
Controls, 5 years; 

• Dave Alley, ANNA, Inc., 10 years; 

• Ole Haaland, ANNA, Inc., 10 years. 
Mr. Bauer also presented Terry Gaines, 

Basler Electric, with the James Wright 


Educator Award. Named in honor of James 
Wright, the award is given on an as-needed 
basis to honor those individuals who have 
devoted their energies to the betterment 
of the Association’s education programs. 
Gaines has been an EGSA On-Site Power 
School instructor for 5 years and now 
teaches the Automatic Voltage Regulator 
modules in both the Basic and Advanced 
Schools and the Generator Protection mod- 
ule in the Advanced School. He consis- 
tently is ranked by students attending the 
schools above 4 on a 5-point scale. 

Finally, Mr. Bauer presented 2007 EGSA 
President Gary Kidwell with a plaque and 
portrait recognizing “his dedication and 
service to the Association as EGSA Presi- 
dent in 2007,” said Bauer. 

About 200 On-Site Power professionals 
attended the Convention. For more infor- 
mation, visit EGSA online at www.egsa.org 
or call 561/750-5575. ■ 
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New 


2008 EGSA President Warner Bauer of Kickham Boiler & Engineering, Inc. Vaporphase Div. (at podium) opened the convention. 


T he Electrical Generating Systems Asso- 
ciation (EGSA) recently held its 2008 
Annual Spring Convention at the Hyatt Re- 
gency Tamaya Resort & Spa in Santa Ana 
Pueblo, NM, March 16-18. Convention 
speakers and their topics were designed to 
be of interest to virtually every member of 
the On-Site Power Industry. 

In his session “Laughter — There’s Noth- 
ing Funny About The Way It Sells”, Jim 
Pelley, Laughter Works Seminars, dis- 
cussed how the creative, appropriate use 
of humor can boost sales and build solid 
customer rapport. A former stand-up co- 
median and contributing writer for the 
original Saturday Night Live Show, Pelley 
demonstrated how to use humor to be- 
come more creative, more productive and 
less stressed and offered creative solutions 
for overcoming “rejection jitters” and gain- 
ing access to decision-makers. According 
to Pelley, positive humor can be an ef- 
fective way to illustrate the features and 
benefits of what you sell. 

In his presentation “Biodiesel Use and 
Prospects in Power Generation”, Larry Bar- 
rett, President, Barrett Consulting Associ- 
ates, related how biodiesel is being used in 
power generators and cogenerators owned 
by utilities and by end-use customers, 
such as manufacturing plants, universities 
and military facilities. Barrett discussed the 
reasons for choosing biodiesel, provided 
data on biodiesel performance in power 
generation equipment and outline oppor- 
tunities for increasing the use of biodiesel 
for power generation in both utility and 
end-use customer market segments. 

In “Variable Speed Gensets: How Do 


They Work and Do They Work?”, David R. 
Brown, Vice President of Sales, Marketing 
and Business Development, CVT Corp., 
discussed ways to save fuel through the use 
of variable speed generators. Brown went 
on to discuss what applications may be in- 
appropriate for a variable speed generator 
and those instances in which they may be 
a “perfect fit.” 

In “Current Emissions Technologies”, 
Nick Detor, Western Sales Manager, MI- 
RATECH Corporation, provided an in- 
depth presentation on todays cutting edge 
emission technology. Detor also reviewed 
current regulations on stationary units, in- 
cluding SCR design and three-way catalyst 
technology and gave attendees a glimpse 
of the radical changes coming in the power 
generation industry. 

In “Reducing Carbon Monoxide (CO) 
and Particulates (PM) from Internal Com- 
bustion Engines”, Michael Pope, Market- 
ing Manager and Senior Sales Engineer, 
Sud-Chemie, Inc., identified the causes 
and effects of exhaust pollutants from IC 
engines and discuss the reductions pos- 
sible with the use of catalysts. “Exhaust 
from modem generator drive engines is 
dramatically cleaner than it was 10 years 
ago,” said Pope. “However, Federal and 
(hundreds of) local agencies are requiring 
further reductions.” 

In his presentation “The Opportunity 
for Combined Heat and Power in the Dry 
Mill Ethanol Industry”, Bmce Hedman, 
Vice President, Energy and Environmental 
Analysis, Inc., revealed that energy is the 
second largest production cost for dry mill 
ethanol plants — surpassed only by the cost 

www.EGSA.org 


of the com itself. As a result combined heat 
and power (CHP), said Hedman, is increas- 
ingly being considered as a cost-effective 
energy services option by many ethanol 
plant owners and their fmancers. Hedman 
reviewed which CHP technologies are ap- 
plicable to the dry mill process, outlined 
the cost and environmental benefits of us- 
ing CHP and discussed market opportuni- 
ties for CHP equipment and systems. 

In his session “Design Build Concepts”, 
Greg Fischer, DBIA, CPC, Western U.S.VP 
of Operations, CH2M HILL discussed the 
design build process and how it is chang- 
ing the way bids are received and evalu- 
ated. Fischer outlined how design build 
differs from the traditional open bid and 
evaluated its benefits, including how it 
benefited end-users/owners. Fischer went 
on to discuss what design built means 
for suppliers of on site power generation 
equipment, electrical controls. 

EGSA Manufacturers Forum 

In addition to the lineup of educational 
sessions, the conference included EGSA’s 
highly successful Manufacturers Fomm. 
The exhibition setting allows EGSA-mem- 
ber manufacturers, attending Distributor/ 
Dealers and manufacturer representatives 
to engage in a more formal dialogue. 
EGSA will hold its 2008 Fall Technical & 
Marketing Conference September 7-9 in 
Atlanta, GA. Registration information will 
be posted on the EGSA web site at www. 
EGSA.org when it becomes available. ■ 

Editors note: Convention presentations are 
available for download (to EGSA members 
only) at www.egsa.org. 
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Attendees networked at several social functions, including the Closing Reception. 
For more Convention photos, visit www.EGSA.org. 



2008 EGSA President Warner Bauer presented 2007 
EGSA President Gary Kidwell with a plaque recogniz- 
ing his dedication and service to the Association as 
President along with a portrait of Mr. Kidwell and his 
wife, Darlene, as a token of the Associations esteem. 



EGSA President Warner Bauer of Kickham 
Boiler & Engineering, Inc. Vaporphase Div. 
(left) presents Todd Sorenson of IEA, Inc. with 
a $100 cash raffle prize during the EGSA 
Spring 2008 Manufacturers Showcase. 



EGSA Spring 2008 Manufacturers Showcase. 



EGSA President Warner Bauer pre- 
sented a number of awards to EGSA 
Members for their service. From left: 
Ron Hartzel, Eaton Corporation, re- 
ceived the William Timmler Award; 
Dale Slemp, Western Power Group, 
Inc. received the Leroy H. Carpenter 
Award; and Terry Gaines, Basler 
Electric, received the James Wright 
Educator Award. 
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Laughter — There's Nothing 
Funny About the Way It Sells 

by Jim Pelley, Director, Laughter Works Seminars 


T hat’s the title of one of the most pop- 
ular programs that Laughter Works 
Seminars offers. “But hey,” we hear from 
some audience members, “I’m not in sales.” 
Well, I beg to disagree! These days we’re all 
in sales, from the marketing pro to the op- 
erations expert, the distribution manager, 
the human resource specialist, even the 
health care professional, the educator and 
the parent! It’s true, even those who may 
not be exchanging goods or services di- 
rectly for money are selling just the same. 

Among the definitions of “sell” you’ll 
find “to promote, to convince of, to be 
approved of, to gain acceptance.” Now 
do you see that we are all indeed — to 
some degree at least — in sales? The art of 
persuasion, which is the key to successful 
salesmanship, is also the key to success 
in much of our daily communication and 
interaction, regardless of our profession. 
Persuasion involves seeing both points of 
view and then making the case that yours 
can help solve their problems. 

Another powerful key to success in 
sales — and in life — is collaboration. Think 
about that for a minute. One sales style 
we’ve all probably had painful experience 
with is the high pressure car salesman. “Are 
you prepared to buy this car TODAY?” 
Yikes! Talk about an adversarial situation, 
guaranteed to have your blood pressure 
rising! Even if you end up with a car you 
like, you may feel done in by the experi- 
ence. It’s definitely a “me-against-them” 
feeling. 

If you’re lucky, you’ve also had experi- 
ence with a delightful, caring sales style, 
too, where the seller is genuinely interested 
in meeting your needs. Think about a time 
when a merchant or service provider has 
first asked you about your needs and then 
sincerely worked to meet them, maybe 
suggesting ways to save money or improve 
the results in the process. That’s collabo- 
ration — working together for a common 
goal. It’s a mutually beneficial situation 
where no one ends up feeling taken advan- 
tage of or overpowered. 

So what about humor as a sales tool? It’s 
fantastic! I’m convinced that the creative, 
appropriate use of humor can boost sales 
and build solid customer rapport. One 
reason humor works is that it effectively 


disarms people. Think about it. When 
we’re laughing we have to let go of anger 
and hostility — our defenses are down. That 
makes for a relaxed setting conducive to 
(you guessed it) persuasion and collabora- 
tion. 

Humor has the power to change people’s 
minds. (Do you want to change your mind 
or keep the one you have?) Laughter opens 
our minds to a new world of possibilities — 
including the value of whatever it is we 
are selling. Humor can magically present 
how we outshine the competition. How? 
Humor is based on seeing things differ- 
ently, altering our perception. That means 
divergent thinking, which means creativ- 
ity. And creativity is behind all meaningful 
change, growth and discovery. Whew! Did 
you realize the power and value of a good 
hearty laugh? It has the ability to take you 
from “ha-ha” to “ah-ha” in no time flat! 

Now that you’re sold on the value of 
selling, here are some of the best gems of 
sales advice ever gathered in one place... 
well, they’re pretty darn good anyway. If 
you’re not directly involved in sales, con- 
sider how they might apply to those situa- 
tions where you’d like to be more effective, 
persuasive and collaborative. 

Sales Gems 

Assume that all the people you see 
probably want your product or service and 
will buy it if they see its benefits and how 
it can help them. Your challenge is to make 
sure they see those benefits. If you’ve had 
great products or services in the past, then 
build on your good reputation. Leapfrog 
over those successful past products to your 
new offerings. “If you think Pelley’s Pickles 
were good, wait ‘til you try the new and 
improved Pelley’s Extra-Puckery Pickles!” 

When you cold call, don’t try to sell 
right away. Instead, offer a no-strings-at- 
tached, complimentary analysis of their 
operation. Lor every ten such phone calls 
you make, you’ll probably schedule one to 
four appointments. Yup, no matter how 
great you are, you’ll hear “no” more often 
than “yes.” Expect it and you won’t be 
disappointed. “Yahoo! I’ve been rejected 
seven times already today and it’s not even 
noon! This next call will be great!” 

When making an appointment, use an 


alternate choice question: “Would 10:15 or 
2:30 be better?” I’m not sure if the parent- 
ing manuals got this from the sales manu- 
als or vice versa, but if you’re a parent you 
know it can be very effective! One note of 
warning: Allan S. Boress, author of The 
“I Hate Selling” Book, says to avoid such 
alternative closes at all costs. He thinks 
they’re a terrible cliche. He recommends 
instead, “What’s your calendar look like?” 
As my favorite third-grader would say, 



Humor has the power to 
change people's minds. 
Do you want to change 
your mind or keep 
the one you have? 


“Whatever.” Use any technique that feels 
natural and works for you. Being consis- 
tent with your own personality is essential. 
But please, be sure that you do close and 
don’t just leave things hanging. 

Everyone wants to upgrade if they can 
do so without too much pain. It’s the old 
value vs. price argument: do you want it 
good or do you want it cheap? None of us 
wants to believe that we need or deserve 
the bottom-of-the-line offering! We select 
it out of duty or thriftiness. So make it easy 


16 


www.EGSA.org 


Powerline • May/June 2008 


Laughter — There's Nothing Funny About the Way it Sells 


for us to raise our sights a bit. Use compari- 
son to make your point and paint a clear 
picture, a reduction to the ridiculous. One 
thousand dollars may be a big chunk of 
change, but. . . “That’s less than the cost of 
one double-mocha-half-caff per day!” 

Remember, the successful salesperson 
does the things the average salesperson 
will not do. This axiom can be applied 
universally if you substitute another noun 
for salesperson. Try teacher, doctor, ad- 
ministrator, gardener, spouse — -just keep 
in mind what you mean by successful. 

Objections are often indicators of inter- 
est. Of course, if they object to the fact 
that you take up any space at all on the 
planet, it may be time to make a gracious 
exit and move on. But when a potential 
customer objects to a specific element of 
what you are offering, it means they are at 
least considering it. Now it’s up to you to 
remove their objection by focusing on the 
positive aspects of your product or service. 
But don’t deny the facts. If you can’t really 
meet their needs for whatever reason, say 
so, and then refer them to someone you 


trust who can. They will appreciate your 
honesty as will the person you refer them 
to, and you’ll be able to sleep better at 
night because you didn’t over promise. 

Deputize your best customers. Besides 
their repeat business, they’re also an in- 
valuable source of referrals. You can use 
meaningful incentives to empower your 
happy customers to recruit new business 
for you. Maybe you can’t give them big 
brass Deputy badges, but you can give 
them a nice shirt or tote with your logo 
emblazoned on it. (We’re talking qual- 
ity here!) Have personalized Post-it Notes 
printed and distribute them generously. 
Most importantly, THANK EVERYONE 
promptly and profusely. Word-of-mouth 
will always be the best advertising money 
can’t buy. Every referral you get is a gift, 
and Mom always said you must send thank 
you notes. “Right again, Mom!” 

A buyer buys when the benefits of buy- 
ing are clear and completely overwhelm- 
ing. So be clear. And overwhelm your 
buyer with your talent, your knowledge, 
your preparation and with just how much 


stinkin’ fun it is doing business with you! 

Above all, have fun selling your prod- 
uct, your services or just your point of 
view. Positive and appropriate humor will 
energize you and your prospects. Keep in 
mind that the sales process itself can and 
should be fun. And remember, people who 
laugh, last. 

About the Author 

Jim Pelley delivered the Keynote Ad- 
dress at the recent EGSA Annual Spring 
Convention. Jim is Director of Laughter 
Works Seminars and was a contributing 
writer for the original Saturday Night Live 
Show. As a professional speaker for the 
past 24 years Jim Pelley has taught people 
how to put more humor and creativity in 
their lives to become more creative, more 
productive, and less stressed! Jim has left 
them laughing at more than 2,146 orga- 
nizations worldwide, including: Intel, The 
Department of Justice, Pepsi, Walt Disney 
Company, Motorola. 
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The Possibilities for 
Biodiesel in Power Generation 

By Larry B. Barrett , President , Barrett Consulting Associates 


R enewable resources in general and bio- 
mass fuels in particular are gaining 
greater currency in energy markets. Biodie- 
sel has been an option from the perspective 
of Rudolf Diesel for more than a century, 
especially in transportation. The purpose 
of this paper is to present the possibilities 
for biodiesel in power generation. 

According to the U.S. Department of 
Energy, “biodiesel is a diesel replacement 
fuel that is manufactured from vegetable 
oils, recycled cooking greases or oils, or an- 
imal fats.” 1 These oils are renewable, since 
crops of plants produce oils from sunlight 
and air, and the plants are produced year 
after year. Similarly, animal fats come from 
plant oils and other fats. 

Soybeans are the most common source 
of plant oils for biodiesel. Other sources 
of vegetable oils include canola, rapeseed, 


cottonseed, and sunflower seeds. The oil 
bearing seeds are crushed into an oil and 
a meal, which can have value as an animal 
feed. The manufacturing process converts 
oils and fats into chemicals, called long 
chain mono alkyl esters, or fatty acid 
methyl esters, and popularly known as 
biodiesel. Another by-product is glycerine, 
which has value as a sugar. The process 
from improving crop efficiency in the pro- 
duction of vegetable oils to the consumer 
markets is presented in the figure below. 

Biodiesel is typically blended in with 
petrodiesel. A blend of 20% biodiesel with 
80% diesel is common and is referred to 
as B20. Other popular blends are B2 and 
B5, or 2% and 5% biodiesel respectively. 
Blending is seldom an issue and may be 
accomplished by several methods includ- 
ing splash-blending, in-tank blending, and 


in-line blending. 

Using B100 directly and with no blend- 
ing of petrodiesel is also acceptable, espe- 
cially when proper precautions are taken 
with the diesel engines. It is generally 
recommended that lower blends be tried 
before higher blends. Any biodiesel used in 
the United States for blending should meet 
ASTM D6751 standards. 

Growth of Biodiesel 

Biodiesel production has been grow- 
ing at exponential rates. Production was 
about 25 million gallons per year in 2004. 
It tripled in 2005 and tripled again in 
2006. About 450 million gallons per year 
was produced in 2007. Production is fore- 
cast to remain flat in 2 008, 2 as prices 
for biodiesel become less competitive due 
to dramatically higher costs of oil feed- 
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Increased flexibility, control and power 
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The use of vegetable oils 
for engine fuels may H 

seem insignificant today, 
but such oils may become, 
in the course of time, as 
important as petroleum and the 
coal-tar products of the present. 

Rudolf Diesel 
April 13, 1912 



plants achieving greater economies of scale is helping moderate 
further price increases. 

Another trend is the increasing productivity of crops of plants 
that produce vegetable oil. Research is demonstrating how to 
increase the “gallons per acre” production of vegetable oils. Also 
some crops plants, such as canola and rapeseed, produce more 
than twice as much oil per bushel compared to soybeans. Thus, 
more acreage is being planted in canola and rapeseed. 

Biodiesel use has been influenced, of course, by federal, state 
and local government policies. These include tax incentives, 
mandates for using renewable energy in general and biofuels in 
particular, and popular preferences. Biodiesel has become a fa- 
vorite cause of celebrities in the music and movie industries. Fur- 
thermore, politicians across the political spectrum have endorsed 
greater use of biodiesel. 



stocks compared to already high costs of petrodiesel. 

At the same time production capacity is likely to rise due to the 
large number of projects under construction and planned for con- 
struction. 3 The excess production capacity coupled with bigger 


Performance Advantages of Biodiesel 

Biodiesel displaces imported and non-renewable domestic pe- 
troleum resources. Furthermore, there is a net energy gain, since 
3.2 units of fuel energy result from burning biodiesel, compared 
with one unit of energy involved in its production, processing, 
and distribution. 

Biodiesel also performs well. There is little power difference as 
biodiesel produces about 8% less Btu per gallon compared to pet- 
rodiesel. Biodiesel presents a significant advantage in lubricity and 
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a higher cetane number. This may help explain why some users 
of biodiesel have found equivalent or better fuel use in miles per 
gallon or kilowatthours per gallon. 

Biodiesel has a higher cloud point and a higher pour point. 
However, users that keep tanks underground, or heated, or in- 
doors during the winter months, report positive experience with 
biodiesel. In fact, biodiesel has been used with general success at 
winter resorts in buses, ski grooming equipment, and other diesel 
equipment. 

The shelf life of biodiesel is shorter, especially for B100, at 
about 6 months. There is growing evidence that B20 may have a 
shelf live of 8 to 12 months, much closer to petrodiesel. 

Biodiesel is biodegradable, so that spills of B 100 do not present 
hazardous waste conditions. And it has a higher flash point, in the 
event of fire risk. Biodiesel can reduce and in many cases eliminate 
smoke and soot from diesel engines, even with a modest blend 
of B5. And biodiesel does not have the offensive odor associated 
with petrodiesel emissions. The table at right summarizes these 
performance characteristics. 

A big advantage is that biodiesel is a “drop-in” fuel. Biodiesel 
can be used in the existing storage tanks, fuel pumps, fuel lines 
and diesel engines without modification. No investment in new 
equipment is required. 

When first used in existing equipment, it is important to watch 
for fuel filter clogging. This is because the solvent characteristics 


Performance Comparison 
Biodiesel posses 

Biodiesel 

Petrodiesel 

“Little” power difference (Btu/g) 

. 118,700 . . 

. . 129,050 

Lubricity (grams) 

. > 7,000 . . 

. .2000-5000 

Higher flash point (°C) 

100 to 170 . 

. . 60 to 80 

Higher cloud point (°C) 

. -3 to 12 . . 

. . -15 to 5 

Higher pour point (°C) 

.-15 to 10. . 

. .-35 to -15 

Higher cetane number 

. 48-65 . . 

. . .40-55 

Lower shelf life (months) 

. . 6 . . . 

... 12 


of biodiesel will loosen accumulations of sediment in the equip- 
ment. However, once fuel filters are changed more frequently 
in the initial hours of use with biodiesel, such filters need less 
frequent changing over the long term. Biodiesel can also be used 
in turbines. 

Damage to engines attributable to biodiesel or any diesel will 
not be covered by a manufacturer’s warranty. The manufacturer’s 
warranty covers material and workmanship of the engine. Manu- 
facturers publish statements about using biodiesel in their engines 
that generally endorse B5 and lesser mixtures. However, several 
manufacturers are stating that B20 is acceptable in some of their 
newest models. If there is an engine failure related to fuel use, it 
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should be covered by the fuel supplier’s 
general liability insurance. The fact that 
B20 is being used in tens of thousands 
of transportation engines seems adequate 
testimony to its reliability. 

Biodiesel and petrodiesel present many 
of the same issues in terms of oxidation, 
stability, water accumulation and bacterial 
growth. Accordingly, the treatments and 
additives to mitigate these conditions is 
virtually the same. 

Environmental Advantages 

One of the key advantages of biodiesel 
is in reduced emissions of air pollutants. 
Particulate matter and hydrocarbon emis- 
sions are reduced by over 50% when 
using B100 as compared to petrodiesel. 
Some particulate and hydrocarbon emis- 
sions from petrodiesel are carcinogenic and 
these “air toxics” are reduced by 60% to 
90% with biodiesel. 

Sulfur content is less than 15 parts per 
million, which allows biodiesel to meet 
mandates for ultra low sulfur diesel speci- 
fications. Some formulations of biodiesel 
have no sulfur, allowing for a 100% re- 
duction in sulfur emissions compared to 
petrodiesel. Because of its great lubricity, 
biodiesel is being used to restore those 
characteristics lost in the use of ultra low 
sulfur diesel. 

Another environmental benefit is the 
net reduction in carbon dioxide, one of the 
greenhouse gases that contribute to climate 
change. When fossil fuels are burned, car- 


bon dioxide is released to the atmosphere. 
Biodiesel also contributes carbon dioxide, 
but plants like soybeans uses the green- 
house gas to grow. There is a net reduction 
in carbon dioxide of 78% on a life-cycle 
basis for when using B100 made from 
soybeans. It is not a 100% reduction, since 
fuel is used in the production of fertilizers 
and harvesting and processing of the feed- 
stock for biodiesel. B20 reduces carbon 
dioxide by a net of about 16%. 

The one environmental question mark for 
biodiesel is nitrogen oxides. In transportation 
applications, there is a small increase of about 
5% in nitrogen oxides for B100 and only 
about 1% of an increase when using B20. 
However, for stationary engine applica- 
tions, such as diesel generators, there is 
limited evidence that nitrogen oxides de- 
cline. The use of B20 has been found to re- 
duce nitrogen oxides by 20% in the case of 
boilers for home heating systems. Another 
way to reduce nitrogen oxides is to retard 
the engines by one to five degrees. 

Power Generation Applications 

Biodiesel is gaining attention for power 
applications. On-site generators and stand- 
by generators can use biodiesel without 
any significant change in equipment or 
operations. Biodiesel has the ability to turn 
old equipment into “green engines” due to 
the environmental benefits. 

One factor influencing the use of biodie- 
sel is the presence of renewable portfo- 
lio standards (RPS). Renewable portfolio 


standards have been mandated by utility 
regulatory commissions and government 
agencies. The standards require fuel users 
to achieve specified targets in the use of 
renewable fuels. 

A separate but related trend is the cre- 
ation of renewable energy credits or RECs. 
Credits may be earned for using renewable 
energy such as solar, wind and biofuels. 
The credits are defined in terms of emis- 
sions reductions as compared to fossil 
fuel alternatives in power generation. In 
the case of biodiesel, credits are calculated 
against the emissions of petrodiesel. 

Electric utilities are prime prospects 
for the use of biodiesel. Utilities typically 
maintain a fleet of generators to meet peak 
demands on the electric system. These gen- 
erators may only operate for a few dozen 
to a few hundred hours each year. In some 
years, they may not operate at all, if de- 
mand for electricity is readily satisfied with 
base load and cycling units. Peaking units 
are often diesel generators and therefore 
good candidates for biodiesel. 

In addition to such utility peaking re- 
sources, many facilities have standby gen- 
erators for emergency operation in the 
event of power outages. Standby generators 
are found at all manner of critical facilities 
including military bases, airports, water 
and wastewater treatment plants, and hos- 
pitals, to name a few. In addition they are 
found at other types of facilities such as 
manufacturing and refining facilities, high 
rise buildings, shopping centers, telecom- 



4501 MW 27 Avi! ■ Minim, FL 31142 ■ 1-305-634-1511 - ww w.mc phii-raom: □ nlrols. cim 




- Vftlri'iQ* Regi'jlJilcfs 

* EngilnoConlnols 

* Baitery Chargers 
* Munkifi 

* Auin- TVansCor Switches 

* Governors 

i Water/Fual Separators 


Buy 


n -■>: 

Direct 

From the Manufacturer! 


More Than 30 AVR Models Available 


22 


www.EGSA.org 


Powerline • May/June 2008 





Fax: (352) 351-5881 

www.jrscustomfab.com 




Bio diesel: Power Generation Possibilities 


munication centers and data centers. 

Utilities are finding it economical to pay 
customers owning these facilities to run 
their standby generators rather than invest- 
ing in generating capacity to meet peak 
power needs. Some utilities will even dis- 
patch customer-owned generators into the 
power grid when wholesale electric prices 
are high, and then share the proceeds. 

Case Studies 

One Midwest utility has been using 
biodiesel in its peaking units since 2001. It 
now operates some 5 1 megawatts (MW) of 
capacity spread across 21 generating units. 
The utility started by using B2 and is now 
using mostly B20. The motivations include 
meeting mandates for renewable portfolio 
standards in the state. The utility is also 
finding it economical to dispatch the units 
with biodiesel when wholesale prices on 
the power grid are high enough. 

Another utility in the east has recent- 
ly experimented with different levels of 
biodiesel in a brand new 1.64 MW genera- 
tor in cooperation with the manufacturer. 


It found the engine worked fine at various 
mixtures including B2, B5, B20, B50, and 
B100. They did find that the as the biodie- 
sel concentration increased, the gallons per 
hour use also increased to maintain the 
same power output. Part of the experiment 
was to test the use of catalytic processes to 
reduce nitrogen oxide emissions, achieving 
nearly 97% reductions. 

A utility in the Rocky Mountains region 
has been using B20 since the summer of 
2007 in its peaking units. The 10 diesel 
generators are about 40 years old and cu- 
mulate to 20 MW. The initial motivations 
were to meet renewable portfolio standards 
and earn renewable energy credits. How- 
ever, the utility operator found dramatic 
reduction in engine failures, reduced odors 
and less soot. It attributes the improvement 
to the improved lubricity in running the 
old engines. Shelf life of the fuel has not 
been an issue since the units are run suf- 
ficiently often. Cold flow issues have been 
avoided as the day tanks are indoors and 
the generators have heaters. Finally, the 
emissions tests demonstrated compliance 


with the air pollution restrictions. 

Another Midwest utility adopted the 
use of biodiesel in part to specifically com- 
ply with emission requirements. The utility 
operates 10 units with 17 MW of capacity 
using B5 and B20 to meet particulate mat- 
ter emission standards. They are planning 
to achieve tighter emission standards by 
migrating to B60 or B70. 

Biofuels can be particularly attractive to 
utilities that are remotely located or with 
generation units that are distant from fuel 
sources. A utility in Hawaii has commit- 
ted to using biodiesel as a way to reduce 
dependence on foreign oil and to use a 
sustainable energy resource. While initially 
the biodiesel will be imported, the long 
term plan is to grow the fuel crops locally. 

There are many other interesting cases 
using biodiesel. At least one independent 
power producer is using biodiesel in on- 
site generators and selling into the Texas 
power grid. A cogenerator is operating 
dual fuel equipment that switches between 
natural gas, petrodiesel and biodiesel de- 
pending on the current economics. A fish 
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processor is using fish oil in its diesel engines to meet on-site needs 
and potentially sell into the power grid. The National Park Service 
has been using biodiesel in certain sensitive areas and remote ar- 
eas to meet power needs. The Department of Defense has tested 
biodiesel in various applications and locations. 

Economic Considerations 

Biodiesel benefits from numerous incentives from federal and 
state governments. The federal government offers production 
incentives to build and operate biodiesel manufacturing plants. 
In addition, the federal government offers a tax credit to those 
that blend biodiesel into petrodiesel. Several states offer incentives 
such as exemption from certain taxes in the production and sale 
of biodiesel. 

These incentives help make biodiesel more competitive with 
petrodiesel. Yet, biodiesel still costs slightly more than petrodiesel. 
In the case of electric utilities, these costs may be passed along to 
customers through fuel adjustment clauses. 

On the other hand, biodiesel can be used without significant 
investment since virtually no modifications are needed for storage 
tanks, distribution lines, and engines. 

There can be some increased maintenance cost in the early 
stages of using biodiesel, such as more frequent changes of fuel 
filters. However, users have found reduced maintenance costs over 
time and fewer repairs. And most think that fuel use is about the 
same at the lower mixtures. 

A bonus to some users is earning renewable energy credits. 
These have an economic value and can be sold as a way to offset 
some of the fuel costs for biodiesel. 

In summary, biodiesel presents many benefits in terms of re- 
duced petrodiesel dependence, improved emissions, acceptable 
performance, and manageable costs. And it smells better, too. It is 
anticipated that biodiesel will find increased acceptance in power 
generation among utilities, independent power producers, and 
those with standby generation. 
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Remote Monitoring 


Web-based Gen-Set Control and Monitoring 

By Miles Revell , Key Account Director, ComAp S.r.o. 


G enerating sets installed around the 
world are normally there to provide 
a specific function, namely to provide 
power when required. The actual role of 
the gen-set may vary from application to 
application but the function is always the 
same. Ensuring that the generator is able 
to perform this function is becoming more 
important as energy costs rise and depen- 
dence on electrical power for critical equip- 
ment increases. Monitoring of the gen-set 
assets is becoming almost as important as 
the generator itself. This paper attempts to 
explore the developments and possibilities 
utilizing the Internet for the purpose of 
monitoring the installation. 

Remote monitoring of the generator can 
provide many benefits: 

1) Rapid recognition and response to 
alarm conditions. As soon as an alarm 
or abnormal condition is detected, the 


monitoring station can prioritize and 
allocate personnel and parts to deal 
with it. 

2) Constant appraisal of maintenance re- 
quirements. By monitoring the usage 
of the system, maintenance require- 
ments can be projected and arranged 
in an efficient manner, minimizing 
travel time. 

3) Performance monitoring. Where the 
gen-set forms part of a process then 
its performance can be monitored and 
steps taken to maximize performance 
of the system. 

4) Productivity monitoring. Where the 
gen-set is involved with production 
of power or heat, these values can be 
monitored and remotely optimised as 
conditions change. 

5) Asset protection. The monitoring of 
the remote gen-set allows for supervi- 


sion of its operation and even its loca- 
tion. 

Simple point to point monitoring 

This is the lowest form of generator 
monitoring and traditionally has been 
achieved utilizing modem technology and 
telephone lines. The basic system is com- 
prised of a gen-set controller with a suit- 
able data link connection (such as RS232) 
connected to a modem. The modem con- 
nects to the local PSTN (Public Service 
Telephone Network) and through this is 
connected to the remote monitoring sta- 
tion, possibly at a central location for the 
client’s service department. At the remote 
monitoring station a further modem con- 
nection to the PSTN is provided along 
with a PC running suitable software to 
interrogate the gen-set controller once the 
telephone link is made. 
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Typical operation would see either automatic calling of the 
remote monitoring station by the gen-set controller in the event of 
an alarm, or regular scheduled call-ups initiated by the monitoring 
station to investigate the health of the gen-set on site and assess its 
maintenance requirements. 

A variation on this is through the use of cellular modem tech- 
nology which allows connection of the set without needing a 
dedicated PSTN line connection. 

While the system is relatively low technology and has a small 
implementation cost, the continual call costs mean that it is not 
really suitable where a large fleet of sets needs monitoring. The 
point to point nature of the system also means only one set can be 
easily monitored at a time. As each contact with the remote gen-set 
involves a phone call, operating costs can mount up. 

Web-based solutions 

By transmitting the relevant information onto the Internet 
rather than using simply a telephone connection, it is possible 
to collect and review data from many sites almost simultane- 
ously and at much reduced cost per site contact. This allows the 
monitoring station to cover a great number of held assets and still 
provide acceptable reaction times in recognizing fault conditions 
and mobilizing engineers. 

A simple web-based solution would be such that each remote gen- 
set is fitted with an Internet connection to allow the transmission of 
site data. The remote operator simply has to select the IP address of 
the gen-set and view the data. The system is appealing for a small or 



large number of gen-sets and it provides a simple, low-cost solution. 
There is, however, one more option open to consideration. 


Web-server solution 

With a large fleet of gen-sets, data must be captured and ana- 
lyzed in order to make the best use of available resources. While 
point to point communication goes some way to providing this, 
there is another option available. 

Utilizing a web-based system with a central server to collect the 
information allows vast fleets of gen-sets to be monitored. In ad- 
dition, their operating histories can be recorded and maintenance 
and utilization can be plotted. 
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A typical monitoring system is usu- 
ally comprised of a gen-set control module 
with some form of modem communication 
modules (PSTN/GSM/CDMA/Internet). 
These will communicate only with a cen- 
tral server system which maintains a data- 
base of information on each site. Updates 
are performed automatically, either based 
on a scheduled update or event-driven 
such as an alarm, set start up, etc. 

Monitoring the site is done from one 
or more remote monitoring stations which 
contact the central server and request the 
information held there. Effectively, there 
are two separate systems running: one 
gathering the data and the other presenting 
it to the remote monitoring station. 

The central server is normally a shared 
service so that many different clients can 
use the same off-site server to collect in- 
formation about their gen-sets. The remote 
monitoring sites can only access data for 
their sets using the correct passwords, etc. 

Software on the remote monitoring PC’s 
can be tailored to provide exactly the type 
of information relevant to the activities of 
the client and his monitored fleet. 


Who Uses Remote Monitoring? 

Case Study: SDP Energy offers a line of CE1P Generators for biogas (110 kW-360 
kW) and natural gas (150 kW and 250 kW) applications. “We manufacture cogen- 
eration equipment and have a full-time service division for maintaining equipment 
we sell, own and operate,” said Sean DeFrank, of Stowell Distributed Power LLC 
(SDP Energy). 

SDP Energy currently has a number of sites using online, remote monitoring. 
“Just a few of the sites we have under contract include a hospital in Vallejo, CA with 
three 250 kW units, Mission Plastics Inc. in Ontario, CA on a three-unit 1125 kW 
plant, and TRM Manufacturing Inc. in Corona, CA has four 375 kW units. SDP 
Energy also owns and operates a number of 80 to 250 kW sites installed in Bally’s 
Fitness Centers in California, all operated, monitored and maintained using Internet 
based controls,” said DeFrank. 

Case Study: Stephen Gibson of Aegis Energy Services said his firm, “has always 
had the need to communicate with our cogeneration systems. These communica- 
tions are crucial to our operation,” said Gibson, “because we have units spread from 
New York City to downtown Boston. Initially our communications were through a 
dial-up connection that was consistently slow and at specific sites very unreliable. In 
addition, because of the location of our sites, our costs for long-distance phone calls 
were extremely high. With the modem setup we had, the unit was constantly warn- 
ing and calling us which, in turn, ran up our customers’ phone bills.” 

To solve the problem, Aegis opted to move to network-based communications 
and web monitoring software. “With this software we are able to get a status report 
of every unit on the network at a single glance,” said Gibson. “We now receive email 
alarm notification to as many addresses as we desire for each site.” 
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A fully implemented system could pro- 
vide a simple Web based solution for 
operators of different levels. A web-based 
overview could be obtained from any PC 
anywhere in the world with nothing more 
than the correct URL and a password — no 
special software would be required; the 
web page is provided by the web server. 
More advanced users can access logs, his- 
tories and trends, run an analysis and make 
changes — again from any PC in the world 
if needed. 

For example: 

• A service company can offer fleet 
monitoring to its clients and would 
look at usage and time data, when 
scheduling maintenance. 

• A utility company running some 
form of energy reclamation from bio 
fuel would monitor the utilization 
and capital creation of its fleet of sets 
when in parallel with the grid. 

• A rental company would monitor us- 
age and schedule maintenance based 
on the date collected. Asset security 


would be enhanced by using Geo- 
fencing and tracking. 

The flexibility of presenting the relevant 
data and the shared nature of the central 
server result in low operating costs for 
the client. The web-server solution is ex- 
tremely capable of meeting changing client 
needs and evolving with them. 

Conclusion 

As generator performance in the face 
of rising energy costs continues to be an 
issue, increased demand for up to date in- 
formation of on the generator performance 
will always be there. Utilizing web technol- 
ogy and the architecture of a central server 
means that a robust, cost effective solution 
is possible for any number of generators, 
giving a structured solution tailored to 
individual client needs. 
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With our Continuing Education Unit program, you can earn up to 3.1 
CEUs. By earning CEUs you can not only take pride in your accomplish- 
ments and knowledge, our CEUs might give you an advantage during 
your next performance review and your employer will know that the 
investment in your training has been money well spent. Plus, CEUs 
may help maintain licenses and professional society membership. When 
you register for the school, be sure to sign up to take the Continuing 
Education tests. 

For complete information on EGSAs On-Site Power Schools — in- 
cluding a schedule and registration materials — and full details on 
our Continuing Education program, visit us online at www.EGSA. 
org. 

Electrical Generating Systems Association 

1650 South Dixie Highway, Suite 500 
Boca Raton, FL 33432 
Email us at e-mail@egsa.org 
Visit us online at www.EGSA.org 






Industry News 



Enercon Engineering Announces 
Senior Management Changes 

Enercon Engineering, a leading pro- 
vider of power generation solutions, has 
announced changes within its senior man- 
agement group. Lawrence Tangel, Ener- 
con’s Vice President and General Manager 
has been named the company’s new Chief 
Executive Officer, replacing Edward Tan- 
gel who will now serve as Chairman of the 
Board. Edward Tangel founded Enercon 
Engineering in 1975. 

G. Jack Desatnick has been appointed 
as Enercon Engineering’s Chief Operat- 
ing Officer. Mr. Desatnick has served as 
Enercon’s Chief Financial Officer, and will 
continue with this responsibility in addi- 
tion to his new post as Chief Operating 
Officer. Mr. Desatnick has over 27 years 
of experience in Senior Management in 
Operations and Finance. 

Headquartered in East Peoria, IL, Ener- 
con Engineering provides complete power 
generation solutions. For more informa- 
tion, visit www.enercon-eng.com. 


MIRATECH Corporation 
Expands Sales Division By 25% 

MIRATECH Corporation, a leading pro- 
vider of emission solutions for stationary, 
reciprocating industrial engines, has an- 
nounced it has added three new positions 
within their corporate offices, located in 
Tulsa, OK and Houston, TX. Autumn 
Janet, a current employee of MIRATECH, 
was promoted to Sales Administrator and 
new members of the MIRATECH team are 
David Bonner, Project Manager, and Kent 
Stiles, Gas Compression Sales Manager. 

Autumn Janet has been employed by 
MIRATECH since 2005, assisting with 
accounting and production department 
projects. Autumn’s new post as Sales Ad- 
ministrator provides support to sales and 
marketing staff as well as assisting with MI- 
RATECH service and training programs. 

As Project Manager, David Bonner pro- 
vides oversight and direction to internal 
departments related to all major customer 
projects, ensuring that customer expecta- 
tions are defined and achieved. Bonner 
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will also manage the company’s project 
database and customer information and act 
as a liaison between customers and Train- 
ing/Technical Services. 

Continued on next page 




5.2 MW • Mobile Gen Sets 

FOR SALE 



' Solar Maintained - Low Time 

■ 13 Units (Gen 1) & (Gen 2) 

■ 8 Natural Gas - 5 Dual Fuel 

■ Low Nox 25 ppm 

■ Complete Packages 

■ Mobile PCR U.G. Switchgear 

■ 60 Hz o 13.8 kV 

■ 50 Hz Conversion Available 

Mid America Engine, Inc. 

662-895-8444 ■ Fax: 662-895-8228 

Keith: keith@maegen.com 
Art: art@maegen.com 
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ndustry News 


Kent Stiles will use his leadership expe- 
rience to direct and manage the company’s 
Gas Compression product sales, for staff 
development and to enhance rapport and 
training with outside representatives and 
distributors. Prior to joining MIRATECH, 
Stiles served as Global Business Develop- 
ment Manager and Executive Consultant 
for a Gas Compression corporation, direct- 
ing the global business activities for the 
aftermarket equipment division and lead- 
ing his group to increased profits of 25% 
annually. 

MIRATECH Corporation provides en- 
gine emissions solutions to its customers in 
Power Generation, Gas Compression, Lo- 
comotive, and Marine markets. For more 
information, visit www.miratechcorp.com 

Foley, Inc. Announces Promotions 

Mike Kubas, Vice President Foley Power 
Systems, has announced the promotions of 
Tom Domotorffy to Power Systems Prod- 
uct Support Sales Manager, Brian Vigi- 
lante to Power Systems Product Support 


Sales Representative, and Danielle Savage 
to Power Systems Electric Power Sales 
Representative. 

Domotorffy joined Foley in 2005, bring- 
ing with him seven years of technical expe- 
rience in sales and management. He began 
his career at Foley as a Product Support 
Sales Representative in the Power Systems 
Division, where he was responsible for the 
sale of maintenance agreements, replace- 
ment parts and service repairs for electric 
power, marine and industrial engine ap- 
plications. 

As the Product Support Sales Manager 
for the Power Systems division, Domotorffy 
will be responsible for planning, managing 
and growing the Power Systems Parts and 
Service sales business for the company. 

Prior to joining Foley, Vigilante worked 
as Sales and Service Manager for Califon 
Rental in Califon, NJ and as a sales con- 
sultant for Sonic Racing in Easton, PA. In 
his new role as a Power Systems Outside 
Sales Representative, Vigilante will be re- 
sponsible for the sale of the Power Systems 


Division’s parts and service offering across 
the marine, industrial and electric power 
generation markets to both existing and 
new customers. 

Savage spent five years gaining experi- 
ence in a variety of fields, including invest- 
ment planning sales, lift truck sales, and 
warehouse layout and design, prior to 
joining Foley in 2005. During her time at 
Foley, she has been an On Highway Engine 
Account Manager, responsible for new ve- 
hicle engine and product support sales. 

As a Power Systems Electric Power Sales 
Representative, Savage will be responsible 
for raising customer awareness with con- 
sulting engineers and direct sales to electri- 
cal contractors and end users for generator 
sets 300 kW and below. 

Foley, Incorporated is the Caterpillar 
Dealer in North Jersey, Staten Island, and 
Bermuda. For more information, visit www. 
foleyinc.com. m 


Providing Search & Placement Services to the Power Generation Industry 


Immediate Openings throughout the U.S. — Call for Confidential Details and Locations! 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 500, Boca Raton, FL 33432 • (561) 750-5575 • FAX (561) 395-8557 

E-Mail: e-mail@egsa.org • World Wide Web: www.egsa.org 


ECSA's mission is to bring together representatives of the various segments of the On-Site Power Industry , to learn , share ideas and experiences , 
advance the science of On-Site Power generation , improve performance and profitability of members and the quality of service to power users. 


1 • Contact Information 

Company_ 


Address 
City 


Zip/Postal Code 
Phone 


Please type or print all information in upper and lower case (NOT ALL CAPS!) 


_State/ Province, 

_Country 

FAX 

Title 


.Company's Web Address, 


Official Representative 

Representative's E-Mail 

How did you hear about EGSA? □ Web site □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buyers Guide Listing □ Other 


2. Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 

I. FULL MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership 
must apply for a Full Membership as a manufacturer if they meet one or more of 
the following criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing 
electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, 
hydropower, geothermal, or any other power production or conversion 
system including related components or accessories for national or regional 
distribution. 

5. They are a wholly owned subsidiary of a firm which qualifies under rule one 
through four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as 
a distributor or dealer for products listed under Manufacturer Membership may 
apply for Full Membership as a Distributor/Dealer. If an organization qualifies 
under Manufacturer Membership, it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a 
Contractor or Equipment Integrator of products listed under Manufacturer Mem- 
bership, not brand by brand, geographic territory or contractually obligated as a 
Distributor/Dealer of a specific product. These firms typically purchase products 
from a Distributor/Dealer, Manufacturer or Retailer, adding value through instal- 
lation, product knowledge, relationships, unique services, etc., and then re-sell 
the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the 
representation of products listed under Manufacturer Membership may apply for 
Full Membership as a Manufacturer's Representative. If an organization qualifies 
under Manufacturer Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy 
management, including Energy Service Companies (ESCOs), Independent Power 
Producers (I PPs), Integrators, Aggregators, and other similar enterprises may apply 
for Full Membership as an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right)] 

Any individual, sole proprietor, academic institution, student, partnership or cor- 
poration meeting the requirements of Associate Regular Membership may apply 
for Full Membership at their option to enjoy the privileges of Full Membership, 
including the rights to vote and to serve on EGSA's Board of Directors. Initiation 
fees and annual dues will be assessed at the existing non-manufacturers' Full 
Member rates. 


II. ASSOCIATE REGULAR MEMBERSHIP 

□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry or 
its suppliers may apply for Associate Membership — Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members sharing a 
common interest in the electrical generating systems industry may apply for 
Associate Membership — Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may applyfor Associate Membership — Engi- 
neer. Membership may either be held in the employer's name or individual's name 
under this classification. Individuals whose employer qualify as a Full Member, 
as described in the Full Membership section, do not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical generat- 
ing equipment and/or related switchgear or components, whose responsibility 
to his employer includes planning, design, installation, supervision, or service of 
such equipment may apply for Associate Membership — User. Membership may 
either be held in the employer's name or individual's name under this classifica- 
tion. Individuals whose employer qualify as a Full Member, as described in the 
Full Membership section, do not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services such as 
research, testing or repair to the electrical generating systems industry may ap- 
ply for Associate Membership — Services. Membership may either be held in the 
individual's name or the organization's name under this classification. Individual 
companies whose employer or parent organization qualifies as a Full Member, 
as described in the Full Membership section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site power 
generation-related instruction may apply for Associate Membership-Education 
Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for Associate 
Membership — Retired. This classification does not apply to any individual who 
is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply for Associ- 
ate Membership — Student. 
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Application for Membership - pag e 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$825 

$200 

$1025 

Energy Management Companies 

$825 

$200 

$1025 

Distributor/Dealer 

$285 

$100 

$385 

Contractor/Integrator 

$285 

$100 

$385 

Manufacturer's Rep 

$285 

$100 

$385 

Regular Associate Member 

$200 

$100 

$300 

Full Associate Member 

$285 

$100 

$385 

Retiree Member 

$90 

$0 

$90 

Student Member 

..Complimentary 

$0 

$0 


NOTE: A FULL 12-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3« Membership Dues (Please fill 
amount from the above dues schedule. 


in the appropriate TOTAL 

) 


Membership Dues 
Membership Plaque (optional)** 
On-Site Power Reference Book (optional)** 
Florida Residents : Add 6.5% Sales Tax to ** items 

Continental US Residents add $5 shipping/handing to**items. 
Non Continental US Residents should call ECSA 
Headquarters for shipping charges for **items. TOTAL 


$ 

S 39.95** 
$ 125.00** 

$ 

$ 

$ 


4« Payment Method (Payable in US$ drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount $ 

□ Money Order 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


5# Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor, please indicate for manufacturers you represent and/or distribute for; if a student, please provide name and location of your school, your major and 
your anticipated graduation date: 


Do you buy AND sell equipment? □ Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 



Enter codes here: 

01 —Batteries/Battery Chargers 

09 — Generator Laminations 

1 9 — Silencers/Exhaust Systems/Noise Abatement 

Products sold: 

02 —Control/Annunciator Systems 

10— Generator Sets 

20 —Solenoids 


29 —Education 

1 1 —Generators/Alternators 

21 — Swtichgear and Transfer Switches (Automatic 


30 — Emission Control Equipment 

1 2 — Governors 

or Manual), Bypass Isolation Switches, 


04 —Enclosures, Generator Set 

1 3 — Heat Recovery Systems 

and/or Switchgear Panels 

Products rented: 

05— Engines, Diesel or Gas 

14— Instruments and controls, including meters, gauges, 

22 —Trailers, Generator Set 


06— Engines, Gas Turbine 

relays, contactors, or switches 

23 — Transformers 


07 — Engine Starters/Starting Aids 

15 — Load Banks 

24 —Uninterruptible Power Supplies 


08— Filters, Lube Oil, Fuel or Air 

1 6 — Motor Generator Sets 

25 —Vibration Isolators 


28 —Fuel Cells 

1 7 — Radiator/Heat Exchangers 

26 —Voltage Regulators 

Products serviced: 

03— Fuel Tanks and Fuel Storage Systems 

1 8 — Relays, Protective or Synchronizing 

27 —Wiring Devices or Receptacles 



O* Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 

Sponsor Name Company Name 


7 • Official Representative's Authorization 

Signature Date 
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25 Years 
of On-Site 
Power 
Education 


EGSA 
■ i On-Site 

Power 

GENERATION 

Schools 


Presenting Our New Two-Tiered School! 


Basic On-Site 
Power Schools 


For several years, the EGSA Education Committee and School Instructors 
have been planning and developing the most significant and major curriculum 
change in the 25-year history of the school: two school levels.The new 
curriculum is designed to better meet the needs and diverse backgrounds of 
those who attend our schools. 


Phoenix, AZ 
Feb. 12-14,2008 

Milwaukee,WI 
June 24-26, 2008 


Orlando, FL 

Dec. 3-5, 2008* 

*To be held concurrently 
with POWER-GEN International 


Advanced On-Site 
Power Schools 

New Brunswick, NJ 


Basic School 

The Basic School is a general, but 
still technical, overview of On-Site 
Power Generation equipment. 
The Basic School is designed for 
those who are working in non- 
technical positions (such as Sales 
or Marketing, Administrative, or 
Company Management positions) 
and for those with less than three 
years experience working in the 
industry. 

Each registrant will receive handout 
materials and instruction, a copy of 
EGSA’s On-Site Power Generation: A 
Reference Book , and lunch on each 
of the three days. 


Advanced School 

In comparison to the Basic School, 
the Advanced School will offer 
more highly technical and in-depth 
coverage of the equipment. The 
Advanced School is designed for 
those who have attended the EGSA 
Basic On-Site Power Generation 
School; those who are employed in 
Engineering, Project Management, 
or Service positions; and for those 
with over three years working in 
the industry. 

Each registrant will receive handout 
materials and instruction, a copy of 
EGSA’s On-Site Power Generation: A 
Reference Book , and lunch on each 
of the four days. 


April 28-May 1,2008 


Austin, TX 
Oct. 20-23, 2008 


CD5A 

Electrical 
m Generating 
m Systems 
m Association 


Electrical Generating Systems Association 

The Voice of the Global On-Site Power Industry for over 40 years 
1 650 S. Dixie Highway, Suite 500, Boca Raton, FL 33432 
56 1 /750-5575 Fax 56 1 /395-8557 e-mail@egsa.org 
Visit us online at www.egsa.org 





Stay on Top of Your Game with 
EGSA’s Electrical Generator Systems 
Technician Certification Program 


Think things move pretty fast in today’s 
business world? Think how fast they’ll be 
moving one, five or even 10 years down 
the road. That’s why you need every 
advantage to stay on top. 

It’s no secret that technology is becoming 
more complex — not less — and that makes 
today’s On-Site Power Generation System 
a lot more expensive. End-users — your 
customers — don’t want just anybody 
with a basic knowledge of mechanics to 
install and maintain their equipment. They 
want to be confident that all work has 
been performed by qualified personnel. 
Suppliers want assurance that skilled 
technicians are performing maintenance 
and repairs to guard against unnecessary 
returns or warranty repairs. 


As Good as Your Word 
In the past, your word was the only assur- 
ance that your technicians are skilled and 
knowledgeable. But now, through EGSA’s 
Electrical Generator Systems Technician 
Certification Program, there is a way 
that you can back up those words with 
objective evidence of your technicians’ 
proficiency. 





EGSA offers you a big advantage: For the 
first time in our industry, we have an 
objective and accurate way to determine 
generator technician proficiency. That 
means that the same standards will be 
used to measure the skills and knowledge 
of technicians from Maine to Manitoba 
and Mexico. Yes, Manitoba and Mexico! 
EGSA has determined that there is no 
reason why the test could not be fairly 
applied to any NAFTA technician. 

What are the Benefits? 

For the Employer, certification helps en- 
sure that your technicians have the critical 
knowledge and skills to succeed in their 
jobs. And everyone will be comfortable 
knowing that your certified techicians’ 
expertise has been confirmed by the 
industry organization through a program 
that was developed by a university. Encour- 


aging and helping your technicians become 
certified signifies your commitment to the 
highest of standards. Plus, it lends an added 
level of credibility to your firm and can 
sharpen your competitive edge. Employing 
certified techs will promote customer 
satisfaction and you won’t have to be shy 
about offering assurance that your techs 
are qualified. Certification can also help 
you select potential new hires, analyze 
job performance, evaluate employees and 
motivate technicians to enhance their skills 
and knowledge. 

Think about the message that certifica- 
tion sends to those with whom you do 
business. Why would anyone want a 
technician who isn’t certified performing 
critical maintenance or repair tasks? Em- 
ploying certified technicians gives you an 
added tool with which to market your 
business. 

As our members have said, “We’ve seen 
too many backyard mechanics damage 
expensive equipment. This program will 
provide credibility for my company and 
will help build pride and a commitment 
from technicians to be the best.” 

For the Technician 
Certificate holders benefit too. Certi- 
fication shows employers, clients, and 
associates that you are committed as a 
professional. It provides recognition of 
your knowledge and skill, shows your 
commitment to your profession and can 
help with job advancement. Certification 
is a mark of excellence that you carry 
with you everywhere you go. 

Acquiring certification indicates that 
you have the knowledge and proficiency 
required to perform as an Electrical 
Generating Systems Technician profes- 
sional. Becoming certified can increase 
your salary, enhance your skills, and make 
your job more satisfying. 


Certification helps ensure that your 
technicians have the critical knowledge 
and skills to succeed in their jobs. 



The Certification Test 
EGSA collaborated with Ferris State Uni- 
versity to develop the certification test 
and program. Through a scientific process, 
our panel of technical experts identified 
12 duty areas (such as “Basic Electricity”) 
and 6 1 tasks (such as “demonstrate knowl- 
edge of AC electrical theory”) within 
the duty areas. The duty areas and tasks 
were ranked and rated in terms of their 
relative importance, the frequency with 
which a task is performed, and skill level 
(i.e. Senior/Expert; Intermediate; and Entry 
Level.) All this data was combined to 
develop the certification test that was 
then statistically validated through a pilot 
test taken by generator technicians from 
across the United States. 

Who can take the Test? 

There are no pre-qualifications for 
taking the EGSA Certification test. We 
recommend three or four years of field 
experience before taking the test. Techni- 
cians who have had formal education in 
On-Site Power Generation (a degree or 
certificate from a technical school or 
community college) may need less field 
experience. Those who pass the test will 
have a comprehensive knowledge of basic 
electricity, the functions of a gen-set’s 
mechanical and electrical components, 
the interactions and relationships among 
components and an understanding of 
various elements of the installation, 
service, maintenance, and repair of gen- 
sets and On-Site Power Generation 
Systems. 


Disclaimer of Liability 

Certified status is an indication that an individual 
has completed a combination of defined education, 
experience or examination requirements. However, 
Certification is not a guarantee or assurance 
of the competence or ability of any particular 
individual. Further, given the rapid changes 
in the field, the Electrical Generating Systems 
Association cannot warrant that the Examination 
and other Certification materials will at all times 
reflect the most current state of the art. 


Certification Testing Covers: 

• Automatic Transfer Switches 

• Communication & Documentation 

• Engine Generator Instrumentation & Controls 

• Multiple Generator Switchgear & Controls 

• Troubleshooting System Problems 

• Auxiliary Support Systems 


Basic Electricity 
Prime Movers 
Governors 
Voltage Regulators 
Generators! Alternators 


Use the Study Guide to Prepare! 
Use of the program’s Study Guide is 
an excellent way to help techs prepare 
for the test and should clearly indicate 
if they are ready to take (and pass) the 
certification exam. In addition to useful 
formula pages, the guide contains almost 
200 multiple choice practice questions 
that cover all parts of the certification 
test. In addition to identifying the correct 
answer, the guide also indicates in most 
cases why a particular choice is correct 


and why the others are incorrect. The 
Guide also identifies resource material 
where techs can get additional or more 
in-depth information about a given topic. 

Need more information? Visit www. 
egsa.org to find extensive and detailed 
information about the certification 
program. Or contact EGSA Director of 
Education George Rowley via e-mail at 
g. rowley@egsa. org. 



The Electrical Generating Systems Association 
disclaims liability for any personal injury, property 
or other damages of any nature whatsoever, 
whether special, indirect, consequential or 
compensatory, directly or indirectly resulting 
from the Certification Program or the acts or 
omissions of any person who has been Certified 
by the Electrical Generating Systems Association. 
In conducting the Certification Program, including 
issuing Certifications, the Electrical Generating 


Systems Association is not undertaking to render 
professional or other services for or on behalf of 
any person or entity, nor is the Electrical Generating 
Systems Association undertaking to perform any 
duty owed by any person or entity to someone else. 
Anyone using the services of a person who has been 
Certified should rely on his or her own independent 
judgment or, as appropriate, seek the advice of a 
competent professional in determining the exercise 
of reasonable care in any given circumstances. 


Electrical Generating Systems Association 

1650 S. Dixie Hwy, Suite 500 • Boca Raton FL 33432 
561/750-5575 • Fax: 56 1/395-8557 • www.egsa.org 





EGSA Job Bank 


Generator Technicians 

Live in the great Pacific Northwest and enjoy the 
outdoors while advancing your career! Pacific Power 
Products has openings in Washington, Oregon, Alaska 
and Hawaii for experienced generator and/or diesel 
engine technicians for shop and field service work. 
We are distributors for top tier engine and generator 
manufacturers. Minimum three years experience 
required with diesel engines and/or generator sets. 
We have highly attractive compensation and benefit 
program with aggressive training programs for the 
right individuals. Must have a clean driving record. 
PPPC is a drug-free workplace and an EOE employer. 
Send your resume to bmossey@pac-power.com. No 
phone calls please. 


EGSA Job Bank Guidelines — EGSA 
will advertise (free of charge) EGSA 
Member company job openings in the 
Job Bank. 

Free use of the Job Bank is strictly 
limited to companies advertising 
for positions available within their 
own firms. Companies who are 
not members of EGSA and third- 
party employment service firms 
may utilize the Job Bank for a 
$300 fee. 

Blind box ads using the EGSA Job 
Bank address are available upon re- 
quest; company logos may be includ- 
ed for an additional fee. Please send 
your classified ad (limited to about 
50 words) to: EGSA Job Bank, 1650 
S. Dixie Hwy, Suite 500, Boca Raton, 
FL 33432. Or, send it via e-mail it to: 
J.Kellough@EGSA.org 


Generator Set Sales/Service 

Experienced sales/service engineer needed 
by southern California company to sell 
engine generator sets. 

Please respond to J.Kellough@EGSA.org 
(Reference PLND06JB-1). 


EMERGENCY POWER SYSTEM SPECIALISTS 

Generator Technician — Experienced 
Emergency Systems Service Company in 
Quakertown, PA, a leading provider of emergency 
generator sets, has an immediate opening for a 
technician with a minimum of three years diesel 
engine/generator set background/experience. 
Responsibilities will involve troubleshooting, 
repair and the planned maintenance services 
of generator sets and peripheral equipment. A 
neat appearance, clean driving record and good 
people skills are required. We offer a highly 
attractive compensation with an outstanding 
benefits package. A company vehicle and 
additional training provided. If you are 
interested in becoming part of our team, please 
call (215) 536-4973, ext. 25. 

Generator Technician-Apprentice 

Emergency Systems Service Company in 
Quakertown, PA, aleadingproviderofemergency 
generator sets, has an immediate opening for 
a person with a strong mechanical/electrical 
background interested in a career in the power 
generation service field. Responsibilities will 
involve minor troubleshooting, repair and the 
planned maintenance services of generator sets 
and peripheral equipment. A neat appearance, 
clean driving record and good people skills are 
required. An outstanding benefits package, 
company vehicle and additional training 
provided. If you are interested in becoming 
part of our team, please call (215) 536-4973, 
ext. 25. 


National Sales Manager 

National Sales Manager for Gillette Generators 
located in Elkhart, Indiana. Must have technical 
knowledge of all aspects of engine-driven standby 
equipment up to 250kV/ transfer switch, natural 
gas and diesel engine fundamentals, electrical theory 
applications expertise — all are essential. Candidate 
to hold B.S. degree and possess a minimum of 10 
years of industry direct experience. Responsibilities 
include growing dealer base, expanding relationships 
with existing customers and managing the in-house 
sales team. Must be willing to relocate and be able 
to travel 2 weeks a month. Contact Charlie Habic at 
crhabic@gillettegenerators . com 


Sales Engineer 

Ransome Cat, Caterpillar Dealer for PA, NJ and DE is 
searching for an experienced Sales Engineer for their 
Power Generation Sales Division. This position will 
influence end users, engineers and contractors to 
select Caterpillar as their source for power generation 
products and services. Responsibilities to include: 
Identifying new bids for future projects; Assisting 
with system design, application assistance, budget 
and project price quotations; Assist with submittals, 
track projects and provide support to Engineers and 
customers regarding projects. Must have five years 
engine sales/power generation application experience 
and a 4 year college degree is preferred. If you are 
interested in becoming a part of our team, please 
e-mail resume to HR@ransome.com. Fax: 215-245- 
2914. www.ransome.com AA/EEO 


Generator Service Technician 

Emergency Power Systems, Inc. in Tulsa, OK 
has an immediate opening for a technician with 
advanced knowledge of standby generator systems, 
including automatic switchgear, diesel and gaseous- 
fueled engines and all associated components and 
subsystems. EPS has had a strong regional presence 
since 1991 in sales, service, rental, custom designs 
and turn-key installations of standby power systems. 
Pay commensurate with skills and experience. Send 
resume via email to rhaynes@epstulsa.com or fax to 
Ron Haynes at 918-446-2411. 


Generator/Sales Position 

Baltimore/Washington to call on contractors and 
engineers to represent local MTU distributor, located 
in the Middle River, MD area. Generator experience 
preferred. Excellent salary and benefits for the right 
person. EOE. Fax resume to 410-687-4743 or email 
to pfindeisen@johnsontowers.com 

Sales — Parts & Service 

Baltimore, MD Distributor is seeking sales 
professionals who are aggressive, well organized, self 
starters with parts and service sales experience. Must 
be able to perform written duties and have computer 
skills. Base and commission, auto allowance, health 
insurance. EOE. Email to pfindeisen@johnsontowers. 
com or fax resume to 410-687-4743. 


IJ>owerI 

• Specialists in providing contract project management 

• Decades of experience in the onsite power industry 

• Equipment installation & removal supervision 

• Surplus equipment appraisal and disposal 

www.powerproductsusa.com 

901/854-6040 
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New EGSA Members 


A.T.I (DD) 

Lancaster, OH 

(740) 687-0868 Fax: (740) 653-6654 
Contact: William Lehman, Owner 
Business: We are a full service generator 
and RV service center. We sell and service 
Onan, Kohler, Generac, and Robin Subaru 
generators. We install generators in RV’s, 
5th wheels, and horse trailers. We have 
a fairly large parts inventory that helps 
us also sell parts over the counter to cus- 
tomers. We have been in business for 28 
years. 

CH Bull Co (MR) 

South San Francisco, CA 
(650) 837-8425 Fax: (650) 583-4007 
Contact: Mike Cunningham, Manager, En- 
gineered Products 

Business: Young Touchstone radiators, oil 
coolers, heat exchangers-sales and parts 
for North California. Plate heat exchang- 
ers. Exhaust heat recovery silencers, fuel 
gas coolers, intake filter silencers, Liters, 
strainers. 

Cominter Corp (DD) 

Miami, FL 

(305) 273-3647 Fax: (305) 279-4852 
Contact: Pablo A. Sanchez, President 
Business: Distributors for: Dale Electric 
(Ottomotores Branch Mexico), Arm- 
strong Power, Kubota, Cummins, Perkins 
Gensets. Brokers for all types of electrical 
power generation equipment, all sizes and 
types of fuels for all countries that come to 
us, mostly in this hemisphere. 

DellaPenna, Todd (AF) 

Batavia, NY 
(585) 944-2675 

Contact: Todd C. DellaPenna, Student 
Business: I am currently enrolled in Ohio 
Technical College. I am enrolled in the 
Diesel Equipment Technology with Power 
Generator System, diploma program. The 
enrollment period is 84 weeks or 2100 
clock hours. My completion date is April 
10, 2008. I am currently an honor roll 
student. 


Eller, Glen (AF) 

White House, TN 
(615) 654-3904 
Contact: Glen Eller, Student 
Business: I am studying Electrical Engi- 
neering at Vanderbilt University in Nash- 
ville, TN. I am scheduled to graduate in 
2010 with a BE in Electrical Engineering. 
EGSA has awarded me a scholarship over 
the past two years. I plan to become a 
member of EGSA because I hope to work 
in the power generation industry after 
graduation. I formerly worked as a held 
service tech for two different generator 
dealerships since October 1999. 

Energy Cost Control Corp (DD) 

Buffalo, NY 

(716) 896-5000 Fax: (716) 895-2747 

Contact: Paul Gilden, CEO 

Business: Supply and install generators. 

Gabel Equipment Corporation . (Cl) 

Port Chester, NY 

(914) 937-8100 Fax: (914) 937-8338 
Contact: Christopher J. Gabel, Vice Presi- 
dent 

Business: Gabel Equipment Corporation, 
incorporated in 1970, sells and installs 
(offering turn-key jobs, as required) both 
Caterpillar/Olympian and Kohler emer- 
gency generators, as well as accessories, 
including Cutler-Hammer and ASCO 
transfer switches. We repair all brands 
and offer annual inspection contracts to 
residential, commercial, health facilities 
and municipalities. 

Generator Solutions Inc (MF) 

Oakdale, MN 

(651) 770-9405 Fax: (651) 770-6924 
Contact: Gary Bance, Owner 
Business: Generator Solutions manu- 
factures GenTracker monitoring equip- 
ment for standby generators of any size 
or brand. We provide remote generator 
monitoring services via the Internet, cel- 
lular and telecommunication lines to track 
generator usage and exercising. 

Hartang, Patrick (AF) 

Appleton, WI 
(920) 735-5600 

Contact: Patrick R. Hartang, Student 
Business: I am a student currently enrolled 
in an Electric Power Generation program 
with Fox Valley Technical College. 


L-3 Communications - Global . . (Cl) 
Security & Engineering Solutions 
(GS & ES) 

Albuquerque, NM 

(505) 344-4436 Fax: (505) 344-7022 
Contact: Mark Eifert, Project Manager 
Business: L-3 Communications - GS & ES 
is a division of L-3 Communications that 
provides integration, support & engineer- 
ing solutions for communications and net- 
work systems to include power generation 
and distribution required to enable fixed 
and mobile communications systems. 

Louisiana Machinery 

Power Systems (DD) 

Gonzales, LA 
(800) 685-4228 

Contact: Mike Jennings, Electric Power 
Business Unit Mgr 

Business: Caterpillar dealer for Louisiana. 

McBride Inc (Cl) 

Round Rock, TX 
(512) 418-9977 

Contact: Michael White, Critical Systems 
Manager 

Business: Electrical contractor with service 
contracts with Fortune 500 companies. 
Commercial and industrial installations. 

Pan American Power (DD) 

Covington, LA 

(985) 893-1271 Fax: (985) 893-4640 
Contact: Eddie Boudreau, President 
Business: Generac, Kohler, Briggs & Strat- 
ton - industrial & home standby systems. 
Used & rebuilt generator sets & engines 
- marine & industrial petroleum. Special- 
izing in Caterpillar equipment. 

PD Systems (AC) 

Alexandria, VA 

(703) 778-3515 Fax: (703) 778-4781 
Contact: Mazen Badr, VP Engineering 
Business: PD Systems offers a wide breadth 
of engineering services including new 
product development, systems integration, 
systems engineering, production, verifica- 
tion and validation, technology insertion, 
3D modeling, 2D CAD documentation and 
dynamic simulation. 


Powerline • May/June 2008 


www.EGSA.org 


41 




New EGSA Members 


Premium Power Systems (DD) 

Concord, NC 

(704) 786-5318 Fax: (704) 782-5507 
Contact: Lori Clay, Director of Opera- 
tions 

Business: Generator sales and service or- 
ganization. We represent service lines of 
generator sets for industrial, commercial 
and residential use. 

Scheibel Works LLC (Cl) 

Sarasota, FL 
(941) 306-9863 

Contact: Craig Scheibel, Managing Mem- 
ber 

Business: We are a licensed building con- 
tractor in the State of Florida and plan 
to offer sales, service and installation of 
standby generator systems. Currently we 
offer construction and project manage- 
ment services. We have managed several 
projects with standby generators and plan 
to shift ourselves to them for residential & 
commercial application. 


Separ of the Americas, LLC (AE Full) 

Chagrin Falls, OH 

(440) 708-8210 Fax: (440) 543-2685 
Contact: Terrance Holder, Sales 
Business: Filtration systems, pumps and 
fuel polishing systems for generator sets. 

TAMCOS-USA, LLC (Cl) 

Hopkinton, MA 

(207) 646-6200 Fax: (207) 646-6203 
Contact: Leon L. LeBlanc 
Business: Cogen systems integrator, buy 
and sell used generation equipment, main- 
tain cogen and landfill gas generators. 

Vermette Consulting, Inc (AC) 

Barrigada, GU 

(671) 632-3031 Fax: (671) 632-5186 
Contact: Thomas R. Vermette, President 
Business: Design/installation/mainte- 

nance/repair of diesel engine generator 
sets. Industrial- commercial- agricultural- 
residential. Prime Power- peak shaving- 
co-generation - standby protection 90kW 
to 4MW. 


WFMZ-TV69 (AD) 

dba Maranatha Broadcasting Co., Inc. 

Allentown, PA 

(610) 972-0993 Fax: (610) 791-2288 
Contact: Dennis L. Nice, Engineer 
Business: We are a broadcasting company 
with a TV station and a number of radio 
stations. We have several backup gen- 
erators and plan to install a new 800 kW 
unit. We also rent portable units from 
time to time. 



he Generator Monitoring System 
you've been waiting for. 


Taking Generator Service to the Next Level 


<■ 


GEP TRACKER 


Generator Solutions, Inc. 
533 Hayward Ave. N. 
Oakdale, MN 55128 
651-770-9405 
www.dealers.gentracker.com 


Not just monitoring, 
but a service 
management tool! 


1 




► Low cost 

► Easy to install 

► No programming required 

► Universal for all generator brands and sizes 

► Notifications by e-mail and cellular text messaging 

► 3 ways to communicate (cellular, phone, ethernet) 

► Automatic monthly e-mail to customer 
(generator activity documentation) # So)d by 

► Remote starts 

► Internet-based 


authorized 

dealers 

only 
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skep*tic /'sceptik'/ {Brit. scep«tic} n. 

1 person inclined to doubt accepted opinions 


At KF Power Products we know you are skeptical about genset manufacturers claiming to be quality 
manufacturers. We also know why! 

AKSA sets have the power to convert skeptics into believers. Our quality is even deeper than the 
heavy-grade steel of our enclosures or the quality brand names of our components. AKSA quality is 
about building great products and standing behind them. 


5KW - 2MW 
Open & Enclosed 


DeepSea™ Control Panel 

IX 


Rugged Modular Steel 
Sound Enclosures 


John Deere™ or Cummins™ 
EPA Tiered Engine 


Industrial Heavy Duty 
Re-coreable Rad 



Duality Fittings & 
Hardware 


Breaker 


Easy Lifting 


Stamford™ (UK) 
Alternator 


OEM Filters & 
Accessories 


Heavy Duty Structural 
Steel Base 



CONTACT US TODAY FOR 

MORE INFORMATION 

KF Power Products 

Toll Free: 1-888-564-9601 

Email: sales@kfpowerproducts.com 

www.kfpowerproducts.com 

Dealer Applications Welcome 


KF Power Products 

North American distributor for AKSA Power Generation 


AKSA is the registered trademark of Kazanci Holding 





Choose Wisely 

Selecting a Power Switching and Control Partner 
Is a 20-Year Commitment 


Make the right decision. 

Do you want a low-cost partner? Or one who’s 

a global leader in power switching and control 

products, solutions and services? 

Consider a partner who offers: 

• Advanced and innovative technology. 

• The most robust products with 
legendary reliability. 

• Sophisticated connectivity. 

• Seasoned, order-to-commissioning 
project management expertise. 

• The largest and most responsive service 
and technical support network. 


• The largest staff of dedicated power transfer 
and control engineers. 

• Commitment to support customer 
expectations. 

• And more than a century of experience. 

When your reputation is on the line. When the 
stakes are high. And when there’s no room for 
error, select ASCO to be sure. 

ASCO Keeps Your Power On®. 

Call 8 OO- 8 OO-ASCO (2726) or visit 
ascopower.com. 


ASCO* 
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